





jer 


jat 


NAME; _F.L. Maney DATE:__ 4/16/93 


TITLE:__Division_Manager 


|__ OBJECTIVES || ACHIEVEMENTS 


l. 


DEPARTMENT: Brooklyn,NY1426 


Increase Division Profitability. 


- Monitor Office Budget Rates aasia aud paces mets 
- Ensure Effective Use of Manpower/Personnel a Ce a a oe tore lead impone 
Budgets Cer UACA AZ a aadi se isis 
- Align Division for Coverage, eman Support Reki apa laranen atimes be adele, 
and Penetration. We) Pete Panpa, 4 wacked pine 
- Implement DAP ASe \ NA Aine metas have vast hide st bn Sat- i pia 


- Provide Proper direction to Subordinates to ceil eae tee datas EN „ek. 
ensure understanding of profit driven Co. p Zo ji = f aoe Cenk PO... Ap 

- Review Region Contribution Statement with Mat: 
Sales Team to note progress. Ham cles udh raen AVA reeves a Div sen ser G 


Develop Creative Solutions to Business 
Opportunities. oy a BAY 
- Structure Local Awards to reward Veo haat she (QU Sant BTY 
creativity in solving opportunities. dete, ‘ti. ea 
- Utilize new displays such as Dimension 4, Pano crams Seaton lous chen, 
Gravity Fed Plastic,ete s seine td A den Tat i € h E EE eee 
- Evaluate current nao for alternate use. Welt FRR e Heg sit fe ra 


Train and Develop Brooklyn Sales Team 

- Ensure complete and competent recruiting, ł 
interviewing, training and selection. © mani 

= Increase street time to coach ca — Prion oe bbo» ral Ga ine rains demi 


Achieve Merchandising/Contract Presence in Stores 
Enabling us to do Business in a Cost Efficient 
Manner. 

- Provide sales force with fixture costs as 
- Educate Sales Force on profitability 


22 
computations. ` ae EANA 
- Incorporate 85¢ cost per carton as N Kok ae Gens at ais y= t 
promoted volume guideline into evaluations, 
- Evaluate all paid display effectiveness. Cx Ruy nk wp ines 


- Ensure contract monies budgeted are usedto Z a. wr FPD a ee ae 
impact full price merchandising as first priority. 

- Follow Company direction on co- K 
existence, fixture guidelines and cost efficiencies. Freon Sf 
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NAME: __F.L. Maney DATE: __ 4/16/93 


—— 


TITLE:__ Division_Manager DEPARTMENT: Brooklyn, NY1426 


| OBJECTIVES || ACHIEVEMENTS | 


5. Utilize Distribution network to increase Volume. AC desta eo 
- Expand VAP List to maximize participation. Expanded KE A comstio i 
- Identify DAP Calls, Fund Promotions, Supply to direct Copag odorants atlas 


Accounts and monitor. thnowe 

- Properly use Winners, i.e., NewBrands yes 

- Increase penetration of lower volume calls B 

utilizing DAP. x 

- Set up "Test" to maximize Sales and PETE CENE Tis k 4 ai 
Promotional penetration using Direct f No steck 
Account Manpower to reduce non- selling 

time. ; 


A A X 
6. Build Assignment Operating Plans by utilizing Account = A qi st Mya Soa Wonk 
Specific Marketing to determine retail promotions, Pea Ñ man 
merchandising and manpower needs. Use Operating Plan 
to allocate resources among price tiers and assignments l 
based on needs. 
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NAME: __F.L.Maney DATE: __ 4/10/93 
TITLE:__ Division_Manager DEPARTMENT:_Brooklyn,NY1426 


| OBJECTIVES | ACHIEVEMENTS | 


l. Increase Division Profitability, 

- Monitor Office Budget 

- Ensure Effective Use of Manpower/Personnel 
Budgets 

- Align Division for Coverage, Frequency, Support 
and Penetration. 

- Implement DAP 

- Provide Proper direction to Subordinates to 
ensure understanding of profit driven Co. 

- Review Region Contribution Statement with 
Sales Team to note progress. 


2. Develop Creative Solutions to Business 

Opportunities. 

- Structure Local Awards to reward 
creativity in solving opportunities. 

- Utilize new displays such as Dimension 4, 
Gravity Fed Plastic,etc 

- Evaluate current fixturing for alternate use. 

- Increase no pay platforms. 





3. Train and Develop Brooklyn Sales Team 
- Ensure complete and competent recruiting, 
interviewing, training and selection. 
- Increase street time to coach improved 
productivity for ELMs and myself. 


4. Achieve Merchandising/Contract Presence in Stores 
Enabling us to do Business in a Cost Efficient 
Manner. 

- Provide sales force with fixture costs 

- Educate Sales Force on profitability 
computations. 

- Incorporate 85¢ cost per carton as 
promoted volume guideline into evaluations. 

- Evaluate all paid display effectiveness. 

- Ensure contract monies budgeted are used to 
impact full price merchandising as first priority. 
Follow Company direction on co- 
existence, fixture guidelines and cost efficiencies. 
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NAME:__F.L. Maney DATE: _ 4/16/93 
TITLE:__Division_Manager DEPARTMENT:_Brooklyn,NY1426__ 


| OBJECTIVES | ACHIEVEMENTS | 


5. Utilize Distribution network to increase Volume. 
- Expand VAP List to maximize participation. 
- Identify DAP Calls, Fund Promotions, Supply to direct 
Accounts and monitor. 
- Properly use Winners, i.e., NewBrands 
- Increase penetration of lower volume calls 
utilizing DAP. 
- Setup "Test" to maximize Sales and 
Promotional penetration using Direct 
Account Manpower to reduce non- selling 
time. 


6. Build Assignment Operating Plans by utilizing Account 
Specific Marketing to determine retail promotions, | 
merchandising and manpower needs. Use Operating Plan 
to allocate resources among price tiers and assignments 
based on needs. 
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